, has a long and rich history of promoting the use of teaching case studies in the food and agribusiness management profession. IFAMA has encouraged the use of cases in instruction through sessions focusing on teaching with the case method as well as case writing and development. It has also provided an opportunity for students and instructors to showcase students' analytical skills through the student case competition at the IFAMA annual meeting.
Baker
Volume 21, Issue 5, 2018 I hope that these case studies will provide educators with a valuable source of industry information, which may be used to enhance classroom instruction. Authors provided teaching notes for all of the cases, although instructors must contact IFAMA in order to access some of them. The teaching notes provide helpful teaching strategies and analyses to aid in facilitating classroom discussions. The following paragraphs provide brief summaries of each case and the major issues they address.
The lead case in this issue is "BASF: differentiating on service innovation." The case involves the North American division of BASF, which provides crop protection products. To increase demand for its products and promote differentiation, BASF created the role of innovation specialist to ensure that product innovations are conveyed by distributors and retailers to farmers. The case focuses on market segment prioritization, industry relationships, how BASF can best increase its market share, and what role innovation specialists should play. It also addresses challenges that occur when the innovation specialists' goals conflict with those of the farmer or retailer.
Another input supply company, United Agriculture Cooperative, is faced with an unsolicited offer to purchase its agronomy division in "United Agricultural Cooperative: considering the sale of the agronomy division." The case encourages readers to conduct an analysis and make a recommendation in response to the purchase offer. Questions such as how business decisions within a cooperative should be made and who should make major decisions, such as the sale of a division, are also asked.
The case, "Hutten Catering: how to organize innovation for vital consumers in a sustainable food system?," focuses on Hutten Catering's innovation center, Food Squad. Hutten Catering, a family-owned Dutch catering company, founded Food Squad to collaborate with its partners in the development of innovative ideas that prepare the company for its role in a rapidly changing food system in which health and sustainability are much more important than they were in the past. The key decision in the case revolves around whether Hutten should spin off Food Squad, opening the center to additional investors and government subsidies.
ConAgra is a large, publicly-held food manufacturing company that sells many products and brands to supermarkets, restaurants, and food service establishments. The case, "ConAgra Foods: valuing a potential recipe for success," describes the potential acquisition of Ralcorp, a large private label food manufacturer. Readers are asked to evaluate the proposed acquisition from a financial perspective and to assess the strategic fit of the purchase.
King's Hawaiian, another food manufacturing company, needs to rethink its supply chain strategy, particularly in the face of the avian influenza outbreak. In the case, "King's Hawaiian: managing the supply of aloha spirit for every household, every day," readers gain insights into the challenges facing a fast-growing, family-run business. The focal points of the case include identifying risks and opportunities in the management of the supply chain as well as the relationship between the supply chain and long-term strategy.
The "IKEA: global sourcing and sustainable leather initiative" case focuses on a sustainability initiative in the global sourcing of leather at the large Swedish-founded, Dutch-based manufacturer and retailer. The case offers readers the opportunity to learn and discuss the implementation of sustainability initiatives in the context of global sourcing. More specifically, the reader is encouraged to consider the strategy and structure of global sourcing at IKEA and the management of internal and external resources to implement IKEA's sustainable leather project.
The GASA Group Germany, a subsidiary of the DLG group (Denmark), is one of the largest potted-plant wholesalers in the German market. The case, "Meeting the growth challenge: developing the next level organization for GASA Group Germany," asks readers to consider several issues, chief among them how the company's organizational structure and business processes should change to accommodate past growth and future opportunities. A related issue concerns how the family-like culture might be maintained in spite of the growth in the number of employees.
